. ALL T NEED IS A
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AN ENGINEER TO DO
UP COMPANY. . ALL THE WJORK.

I BELIEVE THE
ECONOMIC TERM FOR
WHAT YOU HAVE IS
"NOTHING.”
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Welcome to The LaunchPoint:
A Pre-Business Webinar
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Untame Your Entreprencurial Spirit
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Statistics
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Self~Awareness
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Statistics
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Self~Awareness
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USINESS Elements of Business USINESS
PLAN [

bUSiness (biz-nis] «))

SYNONYMS | EXAMPLES | WORD ORIGIN | IDIOMS

an occupation, profession, or trade:
His business is poultry farming

the purchase and sale of goods in an attempt to make a profit.

a person, partnership, or corporation engaged in commerce, manufacturing,
or a service; profit-seeking enterprise or concern.

volume of trade; patronage:
Most of the store’s business comes from local famili

> = - .ll M O N TA N A Funded in part through a Cooperative Agreement with GrowGreatFaIIsMontana org

2 R y DEPARTMENT OF COMMERCE the U.S. Small Business Administration.



BUSINESS BUSINESS

PLAN Exercise: PLAN

Your Definition of Success

For Your Business

This is how we identify our goals, strategies, & clarify what’s important.

FIAWERED BY
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BUSINESS

PLAN

BUSINESS

PLAN

Market

Operations

Financials

“If You Fail to Plan, ~ M = ¢
You Plan to Fail.” .. s |

- Benjamzh Franklin

FIAWERED BY




BUSINESS BUSINESS

PLAN Why Address Each Element? PLAN

To test the financial feasibility
Most importantly:

To clarify your concept

To provide a framework for success

To document procedures & requirements

To establish implementation strategy

To set goals & strategize
To plan for and navigate foreseeable and unforeseeable issues

To secure loans or investment

aaaaaaaaa
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BUSINESS BUSINESS

PLAN The Market PLAN

Market Research

Industry At-Large; Customers; Demographics; Competition; Suppliers/Distributors

Marketing Plan

POARERED B




BUSINESS BUSINESS

PLAN The Operation PLAN

Entity, Regulatory, & Taxation Issues

Legal Entity: (ABN, LLC, S-Corp, etc.)

Licensing: Federal & State (Professional & Occupational)
Licensing: Local Jurisdiction (City/County)

Taxes: Federal Employer ID Number (FEIN)

Taxes: State & Federal Withholding

Taxes & Insurance: Worker’s Comp/Unemployment

Other: Zoning Regulations & Building Permits
Other: Owner’s Compensation

POARERED B
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BUSINESS

PLAN

Gieal Fonllg

The Operation

Internal Policies

Money Handling
Credit (Accounts Payable/Receivable)

CyberSecurity

Residency (I-9)
Harassment/Discrimination

Social Media
Performance Management
Key Personnel & Resumes

Job Descriptions

BUSINESS

PLAN

!’Vl Rlu/ S

)l b
S

aaaaaaaaa




BUSINESS BUSINESS

PLAN The Operation PLAN

Internal Procedures

Labor Law Posters
Occupational & Workplace Safety
Costs & Techniques
Quality/Inventory Control
Customer Service
Record Keeping & Record Retention
Bookkeeping Programs, Reporting, & Procedures

Insurance Types & Limits

POARERED B
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Elements of Business
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L | INCOME

Gross Heceipts
Zost of Goods Sold
Gross Profit

) |[EXPEMSES

Gross Wages

FPayroll Expense
Bupplies (Office & Operating)
Fepairs & Maintenance
Advertising

Zar, Delivery, and Travel
Accounting and Legal
Fent

Telephone

Liilities

Insurance

Interest - Bank
Interest - Gap

Other Expenses
Miscellaneous
Cepreciation

TOTAL EXPENSES

HET PROFIT
Less Income Taxes

NET PROFIT AFTER TAXES

Proj t

jected Income Statemen

YEAR 1 % of Sales YEAR 2 %% of Sales
$1,095,312 100.0% $1,206,576 100.0%
$83,319 8.1% $86, 446 7.2%
%1.006,993 99 9% $1,120,130 92 8%
$643,200 58.7% $662 496 54.9%
$128 640 11.7% $132,499 11.0%
$12,000 1.1% $13,272 1.1%
$6.000 0.5% £12 066 1.0%
£3.000 0.3% $1,500 0.1%
§5 700 0.5% 5,700 0.5%
$6.000 0.5% 6,000 0.5%
$36,000 3.3% $39,817 3.3%
%2 040 0.2% $2,040 0.2%
%7,200 0.7% &7 416 0.6%
$3,204 0.3%] $3,300 0.3%
$49,393 4 5% 543 021 4.0%
$29 569 2. 7% $28 602 2.4%
$3,000 0.3% $19,200 1.6%

0 $0

0 $0
$934 946 85.4% $981,929 81.4%
$72 047 6.6% $138,200 11.5%
$72 047 6.6% $138,200 11.5%

YEAR 2
51,234,673

51,145,634

5136474

512,347
51545

56,180
540,744

57,638
b 46,564

519,776

51,006,272

139,361

529,039

5682371

513,671

55,871

52,101
53,399
5 27,991

50
50

130,361

& of Sales

100.0%
7.2%
92.8%

95.3%
11.1%
1.1%
1.0%
0.1%
0.5%
0.5%
3.3%
0.2%
0.6%
0.3%
3.8%
2.2%
1.6%

21.5%

11.3%

11.3%
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Current Assets
Cash

Accounts Receivable
Inventory

Other

Total Current Assets

Fixed Assets
Land
Building
Equipment
Vehicles
less accumulated depreciation

Total Fixed Assels

Total Assets

Assets

$600,000
$798,345
$153,605
$0
$0

Pro-Forma Balance Sheet - End of 1st Year

$1,551,950

51610403

Current Liabilities
Accounts Payable

Liabilities

Long Term Debt - Bank (current portion)
Long Term Debt - Gap (current portion)

Total Current Liabilities
Long Term Liabilities
Note Payable

Bank Loan Payable

Gap Loan Payable
Other

Total Long Term Liabilities
Total Liabilities
Stockholders Equity
Paid-In Capital

Retained Earnings

Net Worth

Total Liabilities & Net Worth

Business Adminis

$0

$811,063

$645 607

$0

$1,456,671

$1,456,671

$166,662

$12,839)

voperative Agreement with the U.S. Small

$153,823

—_—

$1,610,493

—_r 3 U

GrowGreatFallsMontana.org




BUSINESS

PLAN Options

Financial Planning
Sources & Uses of Funds

Cash Flow Projections
Business Planning

Standard Business Plan

Business Model Canvas

GrowthWheel

BUSINESS

PLAN




PLAN PLAN

SOURCES OF FUNDS % of project
Imvestment of Cash by Owner (equity) T.78% 3 129,662

Investment of Paid expenses by owner+existing FFE 2.22% 1§ 37,000
(lower of market value or cost)

Bank Loan to Business 50.00% 1 "
Gap Loan to Business (SBA 504) 40.00% ! 666,649

TOTAL SOURCES OF FUNDS 100.00% 1,666,622

USES OF FUNDS

Building & Land Acquisition 36.00% 3 600,000
Remodel + Contingency 47.90% ¢ 798,345
Furniture, Fixtures & Equipment 7.00% 3 116,605
Professional Fees HAT% § 92,835
Other 0.00%

FFE Contibuted by Qwner 2.22% & 37,000

Working Capital & Startup Expenses 1.31% 3 21,837

TOTAL USES OF FUNDS 100.00% 1,666,622

d = ) ’ .ll M O N T A N A Funded in part through a Cooperative Agreement with the ULS. Small GrowGreatFallsMontana.org

- i 4 Business Administration.
=~ J DEPARTMENT OF COMMERCE



CASH FLOW - Year 1

2017-2018
Pre Start-up| September| October | Movember | December| January | February March April May June Juhy August | 2017-2013
1 2 3 4 5 6 T 3 9 10 11 12 TOTAL
Estimate Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate | Estimate Esztimate
Cash on Hand 521,837 | 528,404 | 530806 | 533208 | 535701 §38,103 | 540505 | 544012 | 547518 | 548024 | 551530 | 555037
Revenue 1 360376 | 360376 | 560376 | 360376 | 560376 | 360376 | 360376 | 360376 | 260376 | 36D 3TE | 260376 | 360,376 $332 512
20
Revenue 2 210,800 | %10,200 | S10,200 ( 310,200 | 510,200 ( 310,300 | 512000 ( 312,000 | %12000 ( 312,000 | 512000 ( 512000 $138,800
Revenue 3 210500 | 210,500 | $10500 ( 210,500 | $10500 210,500 | 310500 210,500 | 310500 10,500 | 310,500 ( 310,500 126,000
Loan or Cash Injection 31,629 622
Cash Receipts 51629622 | 590676 | 390675 | S90676 | S90675 | 390676 | SO0676 | $91.876 | 391876 | $91.876 | 591876 | 591,876 591,876 | §1,095 312
Total Cash Available 12513 | SM8AT0 | 3121572 | 123,574 | 3126377 | 3128779 | 3132381 | 3135880 | 3135,354 | 3135500 | 3143 406 | 5145513
Cash Paid Out
Cost of Goods Sold 37,543 | 57 254.08 3725408 5725408 3725408 5725408 357,350.08 5735008 37350.08 5735008 57,350.08 5735008 $36,319
Gross Wages 353,600 | 353,600 | $53,600 | 353,600 | 353,600 ( 53,600 | 353,600 53600 | 353,600 553,600 | 353,600 ( 553600 3643 200
Payroll Expenze 310720 | 310,720 | $10720 | 310,720 | 310720 ( 310,720 | 310720 310,720 | 310720 ( 310,720 | 310720 ( 310,720 $128,640
Supplies (Office & Operating) 31,000 31,000 31,000 31,000 31,000 31,000 31,000 31,000 31,000 31,000 31,000 31,000 312,000
Repairs & Maintenance 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 £5,000
Advertizing £3,000 £3,000
Car, Delivery, and Travel 2475 2475 2475 2475 Z4TS Z4TS 4TS 4TS 4TS 2475 2475 2475 £5,700
Accounting and Legal 2500 2500 2500 500 g500 g500 2500 S500 2500 Z500 2500 S500 £5,000
|F'.ent £3,000 £3,000 £3,000 £3,000 £3,000 £3,000 £3,000 | &3.000 . £3,000 23,000 £3,000 £3,000 236, 000
Telephone 2170 2170 2170 2170 2170 2170 2170 2170 2170 E170 170 E170 52,040
Utilities 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 2500 g7,200
Insurance 267 2267 2267 2267 26T 26T 2267 2267 2267 3267 3267 3267 23,204
Interest - Bank 24 167 24158 24148 24135 24130 24121 24112 24102 24,093 24024 24074 24 065 240393
Interest - Gap 22,500 32,493 32,487 22,481 32474 32,487 22,481 32,454 32,448 22,441 32,434 32428 320 569
Other Expenzes 23,000 23,000
Mizcelaneous (Property Tax) 20
Subtotal 0] 580458 | 384737 | 304722 3847058 | 304650 | SB4675 | 384755 | 584,735 | B87 723 | 584707 | 384591 304,675 [ 51,015,317
Loan Principal Payment - Bank 31,804 31,813 31,822 31,831 31,840 31,849 $1,853 $1,063 1,877 31,586 31,896 31,905 322 248
Loan Principal Payment - Gap 31,713 1,724 31,731 $1,737 31,744 31,750 31,757 31,763 31,770 31,776 31,783 31,7890 21,042
Capital Purchases 21,514,550
Other Start-up Costs 592 835
Income Tax Reserve
Owners Withdrawal =0
Total Cash Paid Out 31,6807 785 S04020 | 388274 | 508274 | 3838274 | 388274 | 3838274 | 388370 | 388370 | 3591370 588370 | 388370 ( 588370
Casgh Position 521,837 | 528,404 | 530806 | 533208 | 535701 £38,103 | 540,505 | 544012 | S47518 | 548024 | 551530 | 555037 | 553543
Days Cash 7 G 10 11 12 13




The Business Model Canvas

Designed for;

Designed by:

Date: veersion.
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GrowthWheel® 360° Screening

Get Focus

GrowthWheel 360° Screening
Three ways to get focus

GrowthWheel helps prioritize focus areas
in the business.

There are three different ways to do

the 360° Screening. Choose a type of
screening on the right and finish your
scresning by adding = circle around 1103
Focus Areas you want fo work on now.

Ownership & Board

Business Processes

#1: Assess your progress
What is missing?

Look at GrowthWheel as building blocks
and find the missing pieces in each of

the Focus Areas to get towards a full
circle.

If you mark all blocks in @ Focus Area
you are doing fine for the time being.

Legal Issues

Dat r N

TODAY

Networking

YOU

Marketing

IT Systems

Facilities

#2: Map your opportunities
What is hot?

Look at GrowthWheel as a thermometer
showing how hot, important, or urgent
each of the Focus Areas are.

If you mark all blocks in a Focus Area
it contains opporiunities to focus on
right now.

. .

| CF
Nigee

MY BUSINESS

Branding

—

Financials )

#3: Rate your skills
What to learn?
Look at GrowthWheel as a skills profile

h Q YOUr OF YOur s lavel of
skill within each Focus Area:

if you mark few blocks in = Focus Area
you might want to consider how to
upgrade your skills.

«# GrowthWheel®

G Greot Falis MT
DEVELOPMENT
AUTHONITY



BUSINESS CONCEPT
/Customer Portfolio

DECISION SHEET

Job to be done

By getting to understand who our customers
are and what they think, feel, and do, we can
better figure out how to create value for them
and communicate with them in the best way.

A good communication about 3 product that
also fits our customers” needs gives good
chances of selling.

How to do it

Start by noting which type the persona is that
you want to describe. Use the checklist for
inspiration. Then write down any facts you know
about one of your typical customer personas.

Continue by noting keywords on how you
imagine that your customer thinks, what he/she
feels, does, and where he/she is going in life.

Finish by writing down details about your
customar persona’s current situation as for

challenges, needs, circ es, envir
and other elements you can think of.

Next Step

® Decide if it is useful to describe other
customer personas.

® Use your notes to write 3 more coherent
description of your typical customer.

o Decide what te change inyour product and/or
communication to better fit your customer

persona.

A .
Licensed to: Great Fails MT
DEVELOPMENT
AUTHORITY

Developed by:

<2 GrowthWheel®

Customer Persona

Get a better understanding
of your customers by
describing typical profiles

TYPE OF
PERSONA

FACTS ON TYPICAL CUSTOMER PERSONA
Age

Gender

Education

Position

Report to

Industry

Location

CUSTOMER PERSONA'S CURRENT SITUATION

Challenges Needs

|
Date:

CHECKLIST:
PERSONA TYPES

User
Buyer
Initiator
Influencer

v

Decider

Seteetnane,

Name:

Environment

R
“v

CUSTOMER PERSONA: THINKING

Ideas
Assumptions
Opinions

CUSTOMER PERSONA: FEELING

Concerns
Interest
Preferences

CUSTOMER PERSONA: DOING
Responsibilities

_ Projects

Activities

CUSTOMER PERSONA: GOING
Direction

""" Changes

Opportunities

Company:

growthwhesl.com
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CUSTOMER RELATIONS
/Marketing

FRAMEWORK

v.2.0.4

The Marketing Fan V4
The right marketing activities

ADVERTISING
Print Media « Handbooks ¢ Portals « Outdoor Media ¢ TV/Radio » Web Banners ¢ Adverts

S, PRINTS
’ . Business Cards » Brochures ¢ Product Sheets  Presentations » Posters

. ONLINE MARKETING
Website « Blog « Web Portal « Webinars « Social Media

.".“.

. DIRECT MARKETING
'*-. Direct Post ¢ Direct Mail  Telemarketing ¢ Customer Visits

PUBLICATIONS
Books e Articles « Newsletters « Magazines ¢ Reports

PROMOTION
Merchandise ¢ Trade Shows # Events ¢ Sponsorships « Samples/Trials

1
%

/

i

® 2005-2016 GrowthWheel International Inc




Cash Management

Find ways to create better ~
short-term and long-term

cash flows
OPERATIONS USEFUL
¢ . CATEGORY WAYS TO CREATE BETTER CASH FLOW HOW TO CARRY OUT THE INITIATIVES
/Financials 2
Shorten terms of payment This is where we will put our ideas to enable
DECISION SHEET Convert to digital invoicing X planning and decision making. | =
v2.0 Introduce advance payment X §
Debtors Improve reminder procedures %
Introduce interest payment on overdue receivables 3
s
Intention Offer cash discount for immediate payments X e
Growth puts pressure on a company’s liquidity §
::;’several initiatives can create a better cash Extend terms of payment .g
: Make installment agreements with creditors X é
By sufsoving ihe casy How, we gles rore Creditors Make installment agreements with tax authorities 5
available funds that we can use for making the o
company grow. Bring down costs and spending X =
o
: £
Process Cut current inventory levels ©
Start by getting an overview of the listed ways to Make smaller order sizes to suppliers X E
create a better cash flow in the company. s i Al
A . Reduce minimum inventory for re-orders 5
nvento >
Continue by ticking off how useful you think g Get higher revenue rate X =
each initiative is. . - e
Reduce inventory through consignment -
Finish by describing how to carry out the =
initiatives to create a better cash flow. =
Sell assets =
Take loans against assets X k-
Next Step Tied-up capital . ; ‘ : c
i g Leasing of production equipment, inventory or cars b
® Schedule time to carry out the various o
initiatives. 2
® Delegate the tasks to your employees. Get granted an overdraft =)
o Draw up a budget for the initiatives. Take out loan from bank X =
Get loan from personal contacts e
Loans - =
Make factoring deal X =
Negotiate extension on bank loan payments 2
T
B
Loans from inventory holders =
Raising capital  Capital injection from investors 3 E
Licensed to: Gf Great Falls MT o
DEVELOFMENT .‘3
AUTHORITY o
o~
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Launching
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Launching

MEET COmMRY AL R PLECTIONS NOTARY Aun AND BOARL THINGS THAT MATTER
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Launching

& IRS

e saroes & Soogrutts Tax Pren

File Pay Refunds Credits & Deductions Forms & Instructions

Mame  File 0 Belosases sod Self-Loployed ¢ Small Suslnens and Self-Empioyed | Emaloyer 1D NamBery © Wow i3 Apply for an BN

How to Apply for an EIN
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Launching
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Pubhc/ Private partners}np w1th 100 investors
Gap Financing (including SBA 504)
Technical Business Assistance (FADC, PTAC & SBDC)

Gt fallg -
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AMERICA#S

SBDC

ONTANA

Start, Grow or Expand with no-cost consulting, counseling & training

Business Planning
Marketing Assistance
Entrepreneurial Development
Financial Analysis
Training & Workshops

Loan Packaging Assistance

Great fallg
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»

Contact Information:

Adminisirative Office Staff Info
PO Box 200505

301 5 Park Ave

Helena, MT 59620-0505
E-mail

Subscribe io SEDC e-updates

Billings Center: 406.254.6014
Bozem .enter: 406.994 5385
s Center: 406.533.6780

Center: 406_750.0314

ter: 406.399_1557
enter: 406.447.6376
enter: 406.756.3836
Center: 406.874.6168
Missoula Center: 406.243.4770
Wolf Point Center: 406.653.2590

- :{» [oaSViontana SBDC

ILocations

gllF " MONTANA

DEPARTMENT OF COMMERCE

Small Business Development Center (SBDC) Regions

Funded in part through a Cooperative Agreement with
the U.S. Small Business Administration.
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https:/ waw.sba.govz offices/district/ mt/helena

https://sbdc.mt.gov/

httPSIZ AVAVAVA PI’OS peramt.org / Womens—business—centerz overview

https://www.sba.gov/offices/ d‘ist.riét*/ mt/helena/resources/montana-score-

counselors-americas-small-business -

.Il M O N TA N A Funded in part through a Cooperative Agreement with GrowG reatFaIIsMontana.org

~ R y DEPARTMENT OF COMMERCE the U.S. Small Business Administration.


https://www.sba.gov/offices/district/mt/helena
https://sbdc.mt.gov/
https://www.prosperamt.org/womens-business-center/overview
https://www.sba.gov/offices/district/mt/helena/resources/montana-score-counselors-americas-small-business
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Procurement Technical Assistance Centers (PTAC)
Food & Ag Development Centers (FADC)
Montana Cooperative Development Centers (MCDC)

Veterans Business Outreach Centers (VBOC)
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http://www.montanaptac.org/
https://agr.mt.gov/FADC
https://mcdc.coop/
http://www.vbocregion8.com/
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Native American Business Advisors (NABA)

Export Montana
Montana Innovation Partnership (MTIP)

Montana Manufacturing Extension Center (MMEC)
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https://marketmt.com/ICP/ICED/NABA
https://marketmt.com/EXPORT
https://montanainnovationpartnership.org/
http://www.montana.edu/mmec/
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See how we help companies like yours to succeed.

Thank you for watching!
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